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AURORA'S IN TERACTIVE 
lyiERCHAIsrOISINO SYSXEM 
FACILITATES F^LANNINO F>ROCESS 



A ncTir product from Aurora Casket Coim»i.mN-- 
introduced at last Octobers NFDA Convenriun. iia^ 
begun creating a stir in the funeral serv ice inuu-riA-. 
The Family Advisor, a state-of-the-an: inre:-cu-n\ t- 
project designed specifically for funeral rer\ k ?. 
ser^'"es both as an educational tool and a ne:ii : \ - 
seamless merchandisins svstem. 

As a merchandising looL Farmlv Ad\irOi- ail* - w- 
funeral directors ro present preneed and ar-!!r-<] 
funeral planning to families in a'comforraiDle. reitLxt^vi 
setting. Seated around a custom-designed coiLrerein. iiii: 
center, families can view a mtdti-media pre^eiiraduu or 
the funeral home's caskets, services 
and related products on a color 
computer monitor. In this manner, 
the family can ask questions about 
every aspect of the plannins process 
as the presentation progresses, and 
the funeral director has the option of 
answering those questions personallv, 
or using video presentations that 
address specific issues. 

"^Family Ad\-isor assists the 
funeral director in taking the familv throutri"; ail riif 
service and product selections, one bv one. " -a\> 
Nancy Koors, Aurora s director of Intemer nuii-keriii<:. 
''The goal is for the funeral director to be aWir- in 
make all of the arrangements through one 
streamlined process." In addition, the sv^rciu al.-<> 
allows funeral directors to customize certain arc;!.- uf 
the presentarioa. such as product descripiiuu.- and 
pricing, to meet their specific needs. 

The Family Advisor also facilitates the f >iatiiiini: 
process by educating the families, makini: ihrm 
better informed and taking the anxierv* oui ui I 'wt^iv 
decision-making. The system's built-in scirt ri.ni 
guide helps the family make appropriate -tMr' iinn- 
for their loved one by inquiring about tiuii^r- -hcIi a- 
preference for traditional or contemporary ir. 
religious traditions and even color preferem>'>. Tlw 
selection guide prompts the funeral direcror in a.-k 
questions about these preferences, and ba-t-d .jn rlic 
answers the family gives, the funeral direcrof . an 
narrow down a selection of caskets, urns or rtrher 
products to display on-screen. Families a is.. i;a\ 
the option to b\:pass certain products and r> 
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• : fietailed information about the ones in which 
-;• :v iiiierested- 

L Iriniately. the result will be a better informed 
I- inier. explains Chris Barrott. executive \'ice 
'-i.i.nr of operations for Aurora. "Families are 
- --i>*-:^ed during the decision making process and 
:;:'.:an\- v^ill be more satisfied ^ith their 
' :i"ti. * For the funeral director, this kind of 

decision -making may result ia more 
-r:!ir potential. With its detailed descriptions and 
rni rr. the system is able to communicate the 
Lie of higher-end products. "Hopefully, bv 
incorporating education, the 
presentation will assist the family 
in feeling good about a decision to 
pin-chase a higher-end product, 
rather than feeling ripped off." 
says Koors. 

The Family Ad\'isor system r^an 
also produce savings for the funeral 
home. A compact selection system 
like this can eliminate the need for 
a selection room — thereby freeing 
laf -pace for other uses — as well as display 
•r- [hat represent thousands of dollars in tied-up 



( a-ktT.^. services and related products are 
( ii~pia \ r(| ou a 36-inch full color computer monitor 
iifiiixariL" tni.xed media; the family views the 
pn -. ;ifaii(>ii on the monitor and makes their 
'.'ir. Fiuieral homes can choose from four 

* ill !t'i> !it Family Advisor system packages. The basic 
•tt\\ a rr Hardware Package includes a Gateway PC, 
■ Ui' iiu.(iiu>r and arrangement software; the Multi 
Mi-i Itii ( :« Ml Terence Package includes the Software 
I iaf (l\\ ar(* package elements, plus a video cabinet, 
rndirt rm-r fablcs and chairs; the Arrangement Office 
Pat k iL^c oilers aU of the previously mentioned items, 
al< Miu u iih a cremation um display cabinet witfa 
i i i:i 1 1 1 1 1 Li and a memorial book display cabinet with 
liuiinii::: and finally, the Selection Room Package 
-pfirr - the same as the Arrangement Office Package, 
p(ii~ a fii.-,(()in casket cabinet with lighting. A fifdi 
p a < k a 'J L' . w I li ch is custom-designed for a laptop 
. (MiipuitM-. includes a Gateway laptop, with Familv 
\<K i-T hardware amd software. The fumittUTe. made 
Direcior • 
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by Steelcase, a leading office fmnirure suppiv 
company, is of fine craftsmanship, has eve appeal 
and versatility, and can be configured to ineec space 
and budgetary requirements. 

One of Aurora s key markets for the Fainilv 
Advisor is funeral homes that have limited apace for a 
selection room. Funeral homes widi multiple 
locations or satellite offices might also find this system 
useful, in that diey can retain a selection room at one 
location, while having the interactive system available 
at their remaining locations. 

Larger funeral homes may find 
that utilizing such a system 
provides more consistencv among 
its salespeople. "By using the 
interactive presentation and 
customizing it for their business, 
funeral directors can guarantee that 
all of their arrangers are educating 
families in the same wav Tvith the 
same information." states Koors. 
'It 5 an additional wav of ensuring 
that the family feels confident in their decision."" 

Since its premier at the NFDA Convention, 
improvements and enhancements have been made to 
the Family Advisor. It is currendv be ins: cest- 
marketed at four funeral homes, two each in Ohio 
and Indiana: only one of the four ciurently has an 
actual selection room. After the test period, the 
system will go on the market at large. 

Koors notes that a version of the program ^-ill be 
designed for laptop computers as a sales tool. 
"Sometimes the fiineral home s conference room is 
just not large enough when people bring their entire 
family in.'* she explains. "By taking the laptop into 




the family's home, you can accommodate more 
ptfople. in their comfortable environment.'' 

Another creative innovation of the Familv 
.\dvisor is an automatic Internet connectivity 
feature. This allows the system to dial into Aurora's 
darirbuae and automatically download any new 
infonnarion and inventory selections. If a parricular 
casket or product is out of stock, .Aurora will 
automatically pull it from the funeral director's list 
of choices so that the item does not show up during 
a presentation. The dial- in feature 
also allows the Family Advisor 
system to record the familv s 
selections in a database for record- 
keeping, and will automatically 
place the orders online to Aurora. 

The system's versatilitv allows it 
to evolve and stay current with 
market changes. Once a funeral 
director purchases the Family 
Advisor, he will receive upgrades to 
the system at no additional cost. 
.\5 softTv are enhancements are developed, thev will 
be sent ro existing customers either on disk or 
through an Internet download, ensuring that the 
latest version is in use. "This svstem was designed 
to prevent against obsolescence," says Koors. ".\nd 
customers don't have to worry about constandv 
upgrading their selection rooms. They have the 
newest products and services online." 

Tlie Family Business .Advisor sells in packages 
staiTing at S8.450. For more information about the 
system, call Aurora Casket Company, (800) 457- 
1111. or speak to your sales representative. 

Helen K. Kelley is a freelance writer in Atlantcu G<u 
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ATLANTA. g1"o R G I A 
800'334-2697 

1; CALL US FIRST - CALL US LAST - BUT CALL US 
For the Best Deals on Professional Vehicles 

Serving the Southeast Since 1969 
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